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This  report  summarizes  suggestions  made  "by  v/holesale  distributors 
for  expanding  markets  and  increasing  efficiejicy  in,  the  distribution 
of  citrus  juices  in  the  United  States.    Additional,  reports  covering 
the  citrus  'Juice  survey  v/ill  be  issued  as  tabulations  and  analyses 
are  conrpleted.     This  report  is  based  on  responses  from  2,139  firms 
reporting  purchases  during  the  19^6-47  season, of  27,571.865  cases 
of  citrus  juices,  a  sample  representing  approximately  50  percent  of 
the  total  pack.  ■- _  - 

After  discussing  the  study  v;ith  the  Citrus  Pruit  Advisory  eommittee, 
formed  in  connection,  v/.ith;  the  Research  and  Marketing  Act  of  19^6,  it 
\^^as  decided  to.  make  a  preliminary  report  available  at  this  time.  . 
This  report  covers  j)art  of  one  phase  of  a  much  broader  study  of  the 
merchandising;  of  products  pjrocessed  by  horticultural  cooperatives,  •. 
the  major  ob jectives  of  x/hich  briefly  are  to :     (1)  examine  the  mer- 
chandising methods  of  cooperatives  processing  canned  and.  frozen 
fruits:  and  vegetables;  (2)  analyze  theiir  distribution  casts  to  - 
determinev  v/herein  savings  mair  be  effected;  (3)  ob  tain;  an.d  .analyze 
trade  preferences  for  kinds,  types,  varieties,  grades, .  and  brands 
of  products  processed  by  cooperatives  to  serve  as  a  basis,  of  judg^ 
ment  for  a  .better  adjustment  of  production  to  trade  and  consumer 
demaiid;  and- .(4);  recommend  desirable  and  feasible  changes  for  increas- 
ing markejjirigr  efficiency..  -  ,  >:.^  ^ 

"Thei  decision  to  1-nciude  a  survey  of  the  market  for  citrus  juices  in 
the  osrerall  study  v;as  ^made  because:     (1)  cooperatives  are.  a  major:  i 
factor  in  the  citrus  industry,;  accounting  for  one-fourth  of  the 
-processed  cirtyus  and  more  than  one-half  of  the  citrus  sold  fres-h; 
'fe)'^Gitrus  juices  represent  an  important  segment  of  the  processing 
-industry;  (3)  market  problems  for  citrus  are  so'ri/ous  and  pressing; 
and  (^)  the  product  receives  national  distribution. 


KO!EE..  -  A.ckno\;l.edgment-  is.  made  of ,  the  .fine.. cooperation,  of  wholesale- 
grocer  and  chain-stpre  buyers  in  supplying  '"the:  infornatipii,,. on  which- 
this  study-  is  ba^ed;  of  M/.C.  Gay,  K, .  1.  .Gardnqr,  and  J.  K,  Samueis,, 
economists  of  the  Cooperative  Research  and  Service  I)iv  is  ion  f^^^^  : 
counsel  in  conducting  the  study;  of  Flossie  Holt  of  the  l^ivisibft 
staff  for  handling  the  copy;  and  of  T.  V/.  Pritcliard  of  the  Division 
of  Information  and  Extension  for  the  sketches. 


The  suggestions  submitted  by  buyers  experienced  in  sonpling^  pur- 
chasing a,nd.  distributing  p,3?oeessed  f qods,.  :;9xe  ^directed^pri^^iri^^y 
tox/ard  solution  of  sorae  of  the  problemso^f  i  mutudii  concern  to  citrus 
processors  and  grov/ers.    Distributors  and  consumers  also  have  a 
stake  in  these  problems.,,  .   .   ;  s  ■ 

The  report  deals  only  i/ith  the  responses  of  i/holesale-grocer  and 
chains store  buyers  to  questions  10  and  11  spotlighted  in  the 
Confidential  Citrus  Juice  Survey  schedule  reproduced  in  this  pub- 
lication.    The  schedule  V7as  rev ie\/ed  by  citrus- juice  processors, 
distributors,  staff  members  of  Agricultural  Colleges  in  the  citrus 
regions,  and  marketing  economists  in  the  U<.  Sc  Department  of  Agri- 
culture..   Following  a  test  of  the  schedule  in  Baltimore ^  Maryland, 
final  revisions  were  made  and  approval  given  for  distribution.. 

On  November  3,  19^7.  the.  schedule  v/as-  nailed,  •  v/ith  a  letter  of 
transmittal  explaining  the  general  purpose' of  the  survey,,  to  some 
6,200  v/hoile sale-grocer  and  chain-store  buyers  of  citms  juices,  Ti-/o 
v/eeks  later, a  second  request  was  sent  to  those  buyers  v/hb  had  not 
repliedo    Special  letters  v/ere  written  to  buyers  for  large  and 
medium-sized  chains  and  personal  calls  v/ere  made  on  the  management 
officials  of  a  few  of  the  leading  chains  to  enlist  their  coopera- 
tion in  the  survey. 

Buyers*  ideas  are  classified  under  sugg.estions  for;     (1)  expanding 
markets  and  (2)  increasing  efficiency  in  distribution^   .These  txiro 
major  sections  of  the  report  are  introduced. by  the  sketches: , 
(1)  health  and  nutrition  and  (2)  transportation-    Under,  the  first 
clas.sificat ion  buyers  emphasize  the  value  of  citrus  juices  in.  the 
diet  and  stress  the  need  for  improving  flavor  by  selecting  for  • 
processing  only  mature,  tree-ripened'  fmit.     They  also  point  to  the 
need  for  strict  control  of  quality  and  sanitation  in  the  processing 
plant.    Quality  and  price'  are  most  frequently  mentioned  as  the  basis. • 
for  building  a  successful  educational  and  Merchandising  .prograp  lead-,, 
ing  to  the  expansion  of  markets.     The  suggestions  offered  are  chiefly.-, 
those  for  improving  processing  practices  v/hich  processors?  fy:id  ,•,•.„■ 
grov/ers'  organizations  v/orking  together  can"  malce  effect ^v.e. . 

Buyers*  ideas  for  increo.sing  efficiency  in  distribution  center. around-: 
price  stability  and  economies  in  transportation.     On  the  v;hoie,  dis- 
tributors see  little  that  they  themselves  ban  do  to  increase  effi- , 
ciency  iii  distribution*    Suggestions  offered,  if  adopted,  would  teiid,  . 
to  shift;  some  of  the  risks  In  mstrketing  -  for  example,  price  declines' 
and  product  deterioration  -  tovMrd  -the  processor  and  the  trah^qrta- 
tion  system.  :        '  - 

The  suggestions  made  in  reply  to  questions  10  and  11  of  the  schedule, 
v;hich  are  quoted  in  the  follov/ing  pages,  a^?e  identified  only  by  the.  :.■ 
Census  Geographic  Area  in  which  the  bu^^ropr  .respondin^^  is  located,  fpl-. 
lowed  by  his  Schedule  niiJnber,  and  the,  number  of  cases  of  citrus.  •     .    .  • 
juices,  purchased  by  *  hi  s  f  irm  in  the  1946--47  season,  . 


HEALTH  WNUTRITION 


HOW  CAN  THE  MARKETS  BE  EXPANDED  FOR  CITRUS  JUICES? 


"How  can  -  the  oarketsj'fei^.  ejggajjided  for  citrus  juiq^sW '  ^^ 


The  replies  iq^uo ted  heiow  from' v/holesaie  and: €h&in  "Stress 
the  isYportance  of  ■  educating-  consumers;  regarding  .  the"  nutritional  and- 
health  aspects  of  canned  citrus  :j\i.ices- through  education,  advertising, 
and  other  promotional  methods,      •   -  .  i        -  '-  '■.-ij^'H^^ 

VJe si- South  Central  -  Schedule, No. -  33^55  -  11,000  cases";     •  :      '  t  '  • 
Comprehensive  articles  in  the  medical  periodicals  on  the  benefits 
of  citrus  Juices  as  to  vitamin  and  minerals  should  help.  Also 
advertising  generally  to. the  public  through  papers,  magazines,: 
and  radio  on  health  diets,  balanced  meals,  and  nutrition  in  gen- 
eral-    This  should  be  done  as  an  industry  such  as  the  preserve 
manufacturers*  cooperative  advertising. 

Pacific  ~  Schedule  l-Io.  953  -  1,150  cases; 

I  believe  that  if  tiie  public  could  be  educated  as  to  the  healtk-S 

-  giving.' qualities  of  citrus  Juices,  the  market  jcpuld  be  ^eatjy.  ; 
-«xpande"d.    Everybody  today  is  more  or  less  health-  and  vitamin* 
conscious;,'  and  as  you  laaow  citras  juices  are  fiill  of  vitamins.  • 

Theirefore  I  believe  that  a  good  advertising  program  ^70Uld  be  

very  helpful.    More  emphasis  could  be  placed  on  freezing  citrus 
juiees  as  a  dessert  or  as  a  cooling  summer  treat  for  the  children. 

East  South  Central  -  Schedule  IIo"^  3769  -  3,200  cases:  "      ..  . 
During  the  v;ar  when  soft  drinks  v;ere  not  available  in  ahj''  great 
quantities,  v/e  sold  lots  of  citrus  Juices,  but  since  soft  drinks- 
have  become  plentiful  again,  the -demand  for  citrus  juices  has  - 
fallen  off  or  declined  v-ith  us  at  least  75^-    ^       ^ov/  v:e  can 
get  people  to  drin-c  more  citrus  Juice sv 'It  appears  to-'Hie,  is  a 
question  of.  acquainting  them- with  the  nourishment  value' of.:  citrus 
juices  over- soft  drinks,  v.'hich  have  little  or  no :  nourishment  ;  ;:• 
value  except  sugar  content.     This^  could  be' best;  accomplishfedi  I;.' 
believe,  through  the  gra;de  and  ^high  schoor  cafeterias  since,  most- 
children'  as  v/ell  as  adults  will  eat  or  drink  whatever,  is  placed  ; 

-  before  them.     Citrus  juice  concentrates  are  now  being  furnished- 
our  schools . here ; free ■ of  charge ,  and  this  may  eventually  .create  • 
a  larger  demand.. -^.v.       '  .\' 

East  North  Central  -  Schedule  Ko.  1^92  -  ^25  cases: 
Educational  advertising  to  influence  consumer  to  buy  citrus  juices 
for  food  Value  and  .quaLlty  in  preference  to  soft  drinks  of"  imita'- 
tion  and  sugar,  flavoring  of  v;at6r,.  etc.     Stress  citrus  juices  as;; 
.  :a.  Enist  item  in  daily  diet .  -  .  ^ 
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South  Atlantic      Sp]fednie-8ot  :M'^l:  ~ 
Expansion  in  the  market  for  e  De  secured  first  at 

the  source  of  manufacture  "by  careful  inspection  of  the  fruit  being 
"juiced  so  that -the-  natural  flavor  of  the  juice  vdll  be  erihanced. 
Through  eon^stant  advertising ^"^^^^  the  healthful  qualities  v/ill 

be 'before  the  public  eye  at  a!ir  times.  ,  This  can  be  done  through 
national  advertising  in  all  of  "the  popular  iiiagazirie?  and  the  large 
circulation  nev/spapers.     Serving  citrus  juices,  on  •  the  ..^school  lunch 
programs 'i/otild  not  only  increase  consumption  but  x-zould  build  up 
cRildr  fen*  s  taste  for-  consumption  in  la.ter  years-.    By  .urging  the 
'use'  of  citrus  juices  through  teachers  in  Home-Economics-  classes 
in  the  high  schools  you  would  be  building  up'  for  future  use  of 
Jthis  commodity.  ; -First  ,and  most  important,  hc^>fever,  we  ,'sliould 
"strive  to- imp roi'e  the- flavor  of  canned -citrus  juice  so  that  it 
will  be  the  same  as  fresh  juice./ 

South  Atlantic  -  Schedule  No„  4260  -  I,8^i6  cases: 
Have  noticed  a  decided  swing  from  L'atural  Juices  to  ^v/eetened 
.'Juices  in  past  several  years.,  This  v/as  due  largely  to  ''Sweet" 
complex  in  minds  of  people  on  account  of  sugar  ration.    Eut,  con- 
sistency and  palatableness  are  telling  factors — juices  have  been 
too  t^rt.    More  a.dvertising  or  educational  work  needed  in-iriiral 
areas  to  acquaint  them  with  the  nutritional  and  medicinal  values 
of  citrus  juice•s■^--b<)th  sv/eetened  and  unsweetened,  as  the  case  may 
be.     Care  has  got  to  be  exercised  by  the  packer  to  consistently 
produce"  the  best  juice  possible,  and  likev/ise  distributors,  v/e 
'Believe,  v/ill  increase  consioraption  among  their  potential  trade 
by  confining  their  efforts  to  fewer  good  brands  which  can  be 
depended  upon,  and  v^ithout  prejudice  to  an-y  packer  or  packers, 
'not  handle  one  brand  today  and  another  tomorrow.     ,   ,  . 

West  South  Central  -  Schedule  IIo.  ; 3967  -  8OO  cases;  . 
There"  isn*t  anything  more  healthful  than' a  glass  of.  grapefruit , 
orange  or  blend  before  meals  and  a  glass  before  retiring.  Doctors 
prescribe  liquid  foods — mostly  fruit  juices — to  persons  v/ho  v;ant 
to  gain  their  health  or  to  straighten  their  system.    Do  all  people 
hav'd  to  go  to  a  -doctor  and  pay  his  fee  so  that  he  can  tell  them  to 
drink  fruit  juices?    IJo.    A  little  more  advertising  b,y,  the  grov/ers 
and  packers  would  be  helpful  as  v;ell  as  by  hotels  and  restaurants. 
For  the  last  10  yea.rs,  v;e  never  fail  to  have  fruit. juices  at  the 
"breakfast  table  and  I  have  not  paid  any  doctor  bills  and  my  family 
numbers  ?.  •  '  •;.      ■  , 

West  Hoi»th  Central  -  Schedule         7297  -  12 ,000.  cases: " 

Expand  further  the  nutritive  and  health  value  of  citrus  juices. . 

Keep  on  improving  quality  and  keep  prices  at  a  reasonable  level.. 


Middle  Atlantic  -  Schedule  No.  2600  -  1,^25  cases:  , . . 
Best  v;ay  to  expand  markets  for.  citrus  Juices  is  to  keep  the  house- 
wife conscious  they  are  a  valuable  source  of  vitamins,  so  needed 
for  body  and  health  safeguards. 

V/est  South  Ce-ntral  -  Schedule  Mo.  4o64  -  1,050  cases: 
In  regards  to  marketing  of  citrus  juices,  I  v^ould  say  a  more  com- 
plete-knowledge  of 'loca^  "be  knov/n  by  the  packer; 
more  advertising  from  a  standpoint  of  health;  more  strict  con- .  . 
trols  on  packers  for  grade.  • 


The  following  replies  in  ansv/er  to  question  10  all  relate  to  quality 
and  make  particular  reference  to  th^  need  for  processing  Juice  from 
mature  citrus  fruit.     In  addition  to  the  replies  quoted  below,  16 
other  schedules  referred  to  the  necessity  for  packing  Juice  from 
mature  fruit. 

Middle  Atlantic  -  Schedule  No-.  5I3I  -  53,348  cases: 
Improvement  of  the  product  v/ould  be  one  of  the  best  v/ays  to  expand 
the  market.    The  consumer  who  buys  a  can  of  this  early-pack 
"sv/eetened  v/ater"  v/hich  some  packers  call  Juice  may  become  so  dis- 
apT)ointed..  that  she  vrill  not  try  canned  citrus  Juice  for  a  long 
time.    But  the  consumer  who  tries  the  late-pack  Juice  at  the  peak 
of  flavor  v^ill  be  .so  favorably  ' impressed  that  she  will  buy  it 
habitually.     G-roater  uniformity  of  quality  is  needed,  and  a  first 
step  tov/ard  it  v/ould  be  industry-wide  standards  of  early-pack 
quality.    After  greater 'uniformity  is  attained,  v/e  "need  more 
specific  knowledge  of  vitamin. content  and  retention  of  canned 
citrus  Jij-ices.    This  could  then  be  publicized  in  industry-wide 
advertising  to  promote  wider  consumption.     The  advertising  should 
include  recipeS;  and  recommended  new  uses.     I  v/ant  to  emphasize 
that  improvement  in  quality  must  -precede  the  advertising,  not 
vice  versa. 

South  Atlantic  -  Schedule  No.  1108  -  2,6l0  cases: 
V/e  think  that  the  prime  factor  is  naturally  ripe jied  and  sv/eetened 
fruit.     In  our  humble  opinion,  there  is  no  canner  in  the  business 
that  can  pack  a  quality  piece:  .of  merchandise  in  the  way  of  citrus 
Juices  unless  he  has  fully  ripened  fruit  to  start  v;ith.    B^"  this 
standard  v;e  mean  tha.t  a  grapefruit,  orange  or  a  tangerine  is  not 
fully  ripened  until  we  have  had  several  real  frosty  mornings. 
This  atmospheric  condition  seems  to  stop  the  growth  and  then  the 
sugar  content  develops  to  a  marked  degree  over  v/hat  the  fruit  con- 
tains before  such  cold  v/eather  is  experiehced.     We  think  the  fact 
that  a  lot  of  shippers  and  canners  are  handling  immature  fruit  is 
one  of  the  main  factors  in  universal  distribution  of  this  product; 
Both  shippers  and  canners  try  to  beat  the  other  canner  to  the  gun 
in  trying  to  get  fruit  to  the  Northern  markets  ahead  of  someone 
else  v/ith  the  result  that  Florida  citrus.,  both  fruit  and  Juice  is 
alv/ays  given  a  black  eye  right  at  the  start  of  the  season- 
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South  Atlantic  -  Schedule  No.  7^33  -  1»700  cases: 
The  only  v/ay  for  Citrus  Juices  to  sain  popularity  and  increased 
sales  is  thru  restriction  of  packing  early  juices.     So  many  pack- 
ers try  to  flood  the  market  v/ith  early  Parson  Srovm  Oranges  and 
early  Grapefruit  and  pour  the  sugar  into  them  to  si^eeten  the  flavor. 
This  is  suicide  and  kills  the  juice  business.    Juices  should  not  be. 
packed  in  October  or  IIov ember;  the  fruit  is  not  consistently  sv/eet 
and  tree-ripened.    Once  a  consumer  buys  this  early  grade,  then  they 
are  done  with  juices  for  the  balance  of  the  year.    The  real  taste 
is  not  in  the  can.    From  the  standpoint  of  the  consumer  buying 
there  is  no  v/ay  to  tell  one  juice  from  another.     It  all  looks 
alike  to  the  buying  public.    One  bad  can  v;ill  do  more  harm  than 
20  good  cans  can  restore  to  favor.    V/e  think  that  unsv/eetened 
juice  v/ould  be  the  real  ansv/er,  because  a  packer  has  to  pack 
quality  fruit  and  that  fruit  v/ould.  not  get  into  the  can  unless 
it  is  ripened  to  the  full  sugar  content. 

New  En^^land  -  Schedule  Ho,  651^^  -  70.250  cases: 

The  greed  of  some  packers  to  get  on  the  market  early  v;hat  is  con- 
sidered by  many  to  be  inferior  juice  does  not  help  the  overall 
picture  of  the  fruit  juice  business.    People  who  get  juices  made 
from  fully  mature  and  ripened  fruit  are  apt  to  enjoy  then  and  go 
back  for  mofe,  but  those  \-jho  try  these  immature  and  inferior 
juices  get  >  the  wrong  impression  v/hen  they  use  them  for  the  first 
time.     They  hesitate  to  try  it  again,  and  this  does  not  help  the 
industry.  :■ 

New  England  -  Schedule  No.  26l  -  4,36?  cases: 

Ms.rkets  for  citrus  juices,  in  our  opinion,  could  best  be  expanded 
by  marketing  only  hi^  quality  goods.    Every  year  there  seems  to 
be  a  lot  of  juice  packed  from  immature  fruit  by  less  responsible 
packers.    Price  may  be  a  little  lov/er  and  it  finds  ready  sale 
among  less  responsible  buyers.    V7e  believe  the  distribution  of 
such  inferior  goods  hurts  the  sale  of  all  juices. 

Middle  Atlantic  -  Schedule  No.  k35  -  I8,6l7  cases: 
Use  of  canned  citrus  has  steadily  increased  for  past  several  years. 
Packers  seem  to  have  ansv;ers  as  to  hov/  to  accomplish  this.  This 
year  has  proven  for  one  thing  that  prices  to  consumer  must  be  kept 
dovm  to  insure  peak  consTimption.    We  have  encountered  no  problems 
in  obtaining  supplies  when  needed.     This  question  seems  to  be  more 
of  a  paxkers*  problem  than  one  for  distributors.    As,  new  crops 
approach  most  large  packers  of  quality  juice  state  they  v/ill  not 
pack  until  fruit,  in  their  opinion,  is  mature  enough  for  a  quality 
canned  product.     However,  there  are  always  some  packers  anxious  to 
supply  the  demand  from  a  bare  market  v/ho  will  pack  and  market  the 
poor  quality  juice  that  must  come  from  early  fruit.     Wouldn't  it 
be  beneficial  to  the  industry  as  a  v/hole-to  set  a  date  v/hen  it  is 
definitely  determined  that  fruit  has  reached  proper  maturity  when 
packing  operations  should  start? 
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East-  Ho rth  Central  —  Schedule         1^41  -  1  >.Q35  .cases : 
A  constructive'  suggestion:     If  the  quality... of  the  first  juice 
pac?:^:ed  in  Florida  at  the  -start  . -of  packing  season  coul'd  be  improved 
in  comparison  v;ith  juice  packed  in  late  December  or  January  it- 
would  help  to  support  the  price.    Most  early  Flpr.ida  citrus  juice 
is  no  good*  therefore >  it  becomes  a  drug  on  the  market  and  then 
it  becomes  a  surplus  item  in  the  warehouse,  causing  many  v/holo- 
salers  to  often  cut  the  price  far  below  cost  to  dispose  of  it. 
Citrus  juices  are  becoming  a  very  dangerous  item  to  handle  due 
to  this  condition.     It  is  almost  the,  same  as  the  butter  market. 

East  iJorth  Central  -  Schedule  No,  20^^!  -  10^150  cases; 
By  all  packers  maintaining  a  high  quality  juice..    Eliminate  early 
pack  when  it  is  impossible  to  produce  the  best  juice.    Our  earli- 
est purchases  are  made  about  January  1st, »  from  packers  known  for 
their  quality  products.    This- assures  us  of  obtaining  the  best 
quality  and  results  have  proven  that  retailers  and  consumers  are 
av/are  of  this  fact  in  juice  packed  under  ovm  labels, 

Ivliddle  Atlantic  -  Schedule"  IJo.  538  -  9^5,000  cases: 

Eliminate  off-grade  juices'  from  grocers  shelves  and  stop  packing 

juice  is  from  immature  fruit, 

West  South  Central  -  Schedule  ITo.  248  -  36, 916  cases: 
Do  not  pack  juice  from  early  oranges  or  prior  to  December  1st  to 
15th.     Early  juice  does  not  have  the  best  flavor  and  retards  the 
-sale  later  on  when  better  juice  is  available. 

Middle  Atlantic      Schedule  IJo.  2707  -  238,030  cases:  ' 
Improve  quality  and  eliminate  early  fruit.  , 

East  North  Central  -  Schedule  NOo  5048  -  26,315  cases: 

Keep  quality  up  —  too  much  early  junk  juice  pa ck'5d  -r-  you  canH 

increase  sales  without  steady  high  quality. 

Mountain  -  Schedule  NOo  2525  -  14,000  cases' 

Not  to  pack  from  fruit  not  fully  matured.     If  only  a  small  percent 
is  packed  and.  marketed  from  fruit  not  fully  r.ipe  it  daes  a  lot  of 
dainage  to  the  v/hole  pack  v;hen  consumers  buy  such  juip^  they  shy 
av/ay  from  good  juices  even  if  95/^  of  .the  pack  is  from  fruit .  that 
is  righ't. 
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Tfc-e.,  fgllpviin^  tepl±eB  emphas^ize.  tb'ern^^^  .f2;^for.,t  to 

imp.i:oye.  the  -f^lafvxit  -Xifj-xiaimQ^  citrus  puix:5^?3s^'''  -f hi-s  f ac?toT,,,w.a;s;rae 
tioned'/in'iS  '     ■■■'■].■: -  .        V  " 

[ ' ^Mddl^  .Atl!aiii>ic  >  Schedule.^Jo ^  2^38  •^;'59> 750  Cases >  "^  ^ ^ ■ 
The.  most  import  ah  t,  factor^  in  getting  iiiors'-p^ople  -  to  :-use  increased 
.,  q^ya.n ti  tles '  of  citt-iis-  juice.s  is,  to'  imprbve^  the  .pa^-ataMl^ty  of  this 
,  ;  .p.Qp3modity.  '''  If^  is  ,,,e5ce,rqiis6d  'in-  thie-  extraction  p.f  the 

juice  frdki  the  fruity  the  o-"bjectibneLt)le  fa'ctor  of  the  hittei:  oils 
from  the  skins  of  the  citrus  fniits  can  -be  -eliining ted»    Tjie  appeal 
..    to  the  t^ste  of  the  populace  can  undoubtedly  stir  up  greater 

activity-' in  the  moveffieh1^,,cyf  ,  canned'  cl'ti^sr  ^^T^^^  Constant  ad- 

,    vertising -^an  be  of  immense' help' Insofar/ as ^putting  across  the 
.  gffeat' health  benefits,  derived  from^  th6*^t^^^  juices.  Due 

,     to  a  large  humber^of ,  unyaaowii'b  market,  it  v;puld  be  to 

the  advantage  of'.  all.-  citrusj'juioe  packers  to.  use^rade  labeling. 
In  this  ^yay  a  X-joman  would  no  t  Hesitate- to  accept  ,an  unioiDwn  brand 
when  labeled  Grade  "A".  "  '  ,    ,  '  ' 

East'North  Central:'-  Schedule 'HOo  1^88  ---l^  800  ■  cases'-  , 
The  quality  has  been  very  poor '  and  bitter;  the  ; -public  has  the 
money  to  buy  fresh  citrus  fruit  and  could  not  possibly  enjcy 
drinking. -tlie  juices  ,packed-~they  are  too  far  from  the  natural 
tastei.  '  The  industry,  has.  expandred  and  the  pack  has.  been  doubled. 
To  consume  It,  it  vmu.s.t  ,.at  least  approach  the  natural  taste. 

Middle  Atlantic  -  Schedule  Ho."  7191  ■  - ^^,95Q;^aseS'.  " 
Further  iraproveinents,.  if  possible,  in  containers  and  also  proc- 
essing to  increase,  shelf-life  v/ithout  deterioration  in  flavor. 
The  nearer  the  flavor  of  the  canned  product  , to  that  of  the  fresh 
product  the  more:  readily  acceptable  by  the  public. 

Vfest  North  Qentral  -  Schedule  No>.  I6.O6  -  ^7 « 000  cases:  '  ' 
Packers  should  improve  quality.^   'Orange  juice  should  have  more  the 
flavor  of  fresh  orange -juice.     That  is  about  the  only  complaint 
co-nsumers, , ever  offer.,    "  ...  .  .'  .  ^ 

f  Paoifirp,  -r;:Scheduie'.No.-  88^  ^'  19>350  cases:  ^  ' 
'By  irap'roving; '.the  flavor' and  kbepiiig  qualities  of  the  juices.  T'/ith 
reference  to  improving  the  flav62^;-  v.e  donH.  ^nean  a  .change  of  flavor 
but  bringing  the  flavor  closer  to  the  natural  true  frai't  flavor. 

South  Atlantic  -  Schedule  No>  065Q  -  304,550  cases : 
Perfect  juices — improve  taste — develop  nev;  t^-pes.    Paxking  of  tan- 
gerine juice  is  promising..    Perfecting  quality  of  juices. 

V/est  Uorth  Central  -  Schedule  No.  342  -  40.197  cases; 

Continue  research  until  a  citrus  juice  approximately  the  taste  of 

the  fresh  fruit  is  reached* 


Middle  Atlantic^  Schedule  ITo.  26^2  -  1>^0  cases: 

The  only  suggestion  v/e^have'to  offer,  is  ,  the  removal  of  the  "tinny" 

taste  in  canned  citrus  juices. 

V/est  South  Central  -  Schedule  No.  76o  ~  1,^00  cases:  ; 
By  eliminating . taste  of  peel. 


The  replies  quoted  belov/  in  answer  to  question  10  refer  to  the  need 
for  improvement  in  quality,  but  do  not  specify  in  vrhat  v/ay  such  ah 
improvement  might  be  brought  about.     Similar  replies  v/ere  given  on 
some  28  other  schedules. 

'Bast  South  Central  -Schedule  Ho*  1692  -  k\075  cases: 

During.. the  past  four  years  citrus  Juices  have  shovm  a  tremendous 
increase  in  our  market  due  to  shortage  of  soft  drinks.     This  is 
no^^r  over  and  sales  are  normal.     Have  no  suggestions  regarding 
increasing  the  demand  and  consumption,  except  packers  should 
strive  to  pack  good  juice  at  all  times  and  continually  try  to 
iniprove  their  product.    Lov/  grade  juice  v/ill  do  great  damage  to 
the  industry.^  ' 

Middle  Atlantic  -  Schedule  Ho.  3551  -  ^«698  cases ; 
Better  consumption  of  citrus  juices  might  be  obtained  by  keeping 
poor  quality  juices  off  the  ma,rket.    '/hen  people  receive  poor 
quality  juice,  they  very  often  brand  the  whole  field  of  that  par- 
ticular product  as  unsatisfactory  and  stop  using  it.    Being  a 
lbV7-pr ice  juice,  high  quality  is  very  important. 

East  South  Central  -  Schedule  Mo >  '3783  -  3,1^0  cases. 
Eliminate  any  inferior  pack  -  the  housev/ife  gets  one  can  of  sorry 
juice  (some  brand)  and  condemns  all  juices  -  doesn* t  buy  any  more 
for  some  time  and  tells  her  friends  hov;  sorry  it  is.' 

Middle  ^AtiJantic  -  Schedule  Ho,  68l6  -  13 ,800  cases: 
The  market  on  citrus  juices  can  be  expanded  if  off  grade  "or  poor 
grade'  products  are  not  marketed.     Consumer  getting  some  of  the 
poor  grade  early  pack  juice  late  in  season  is  cured  of  buying  . 
citrus  juices  for  a  long  whil«.~  Sometimes  they  never  come  back. 

Middle  Atlantic  -  Schedule  Ho.  26^1  -  6.SbO-caBeg:  .  " 

Sale  6"f  juices  can  be  expanded  if  packers  will  strivie  to"  pack 
quality  and  hot  quantity,  and  sell  fresh  packed  merchandise,  hot 
stale  goods  that  are  cloudy  and  brown.. 

1/est  Horth  Central  -  Schedule  Ho.  224  -  7,05Q  cases: 

Poor  quality  juice  discourages  housewife  in  buying  any  brand  of 

juice.    Low  quality  juice  should  not  be  shipped  at  all. 
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Middle  Atlantic  -  Schedule  InTo.  6886  -  5*350  cases: 

Endeavour  to  improve  the  quality,  prohi"bit  packers  from  packing 

Juices  of  inferior  qualityl 

V/est  North  Central  -  Schedule  IJo.  6607      3»200  cases; 
The  poor  quality  juices  tlmt  have  appeared  on  the .  inarke.t  the  past 
fev;  years  has  left  a  sour  taste  in  the  mouth  of  the  consumer. 
High  uniform  quality  might  help. 

>     West  South  Central  -  Schedule  JJo.  3948      26 » 200  cases: 
Keep  the  quality  up  —  definitely* 


The  comments  reported  belov;  indicate  that  these  buyers  consider  price 
and  quality  equally  important  factors  in  expanding  the  market  for 
citrus  Juices.    A  similar  opinion  v;as  shared  by  2?  other  buyers  v/hose 
comments  are  not  included  here. 

East  North  Central  -  Schedule  No.  162  -  571,5X7  cases; 
We  insist  on  top'  quality  at,  low  prices  and  concentrate  on  sale  of 
large  can.     To  expand  markets  or  increase  distribution  -  continue 
to  improve  the  product  -  sell  it  as  lov;  as  possible. 

East  South  Central  -  Schedule  No.  3767  -  23,700  cases: 
By  all  means  keep  prices  on  citrus  Juices  low  as  compared  with 
other  items  and  especially  as,  compared  to  tomato  Juice.  Employ 
more  strict  grading  of  all  citrus  Juices  and  discourage  packers 
from  packing  any  Juices  of  poor  quality.  If  thi&  v/ere  enforced 
strictly  it  might  mean  curtailment  of  total  pack.  This,  in  our 
opinion,  T-zould  be  good  for  the  industry. 

Hast  North  Central      Schedule  Np»  3207  -  4,300  cases; 
Prices  should  be  kept  low  enough  so  that  the  average  consumer  can 
afford  to  use  them.     The  Juices  must  at  all  times  have  uniform 
quality  pack.     They  should  not  rush  fruit  into  the  "market  until 
the  fruit  is  mature  enough  and  the  quality  of  the  Juice  is  accepted 
by  the  consumer.     The  Juices  should  be  good  all  season  long. 

Pacific  ~  Schedule  No.  4298  ~  3,., 250  cases: 

Imrket  expands  on  citrus  juice  vrhen  price  is  lav;.  The  quality 
should  be  good.    Distribution  of  citr-is  Juices  Is  best  In  carload 
lots.     Shipments  should  arrive  to  be  on  market  a^  early  as  pos- 
sible.   People  should  be  encouraged  to  buy  by  the  case.  Price 
\/ould  be  cheaper  in'  ca^e  lots  also  they  should  be  delivered  to 
the  home. 

Middle  Atlantic  -  Schedule  No. .5  -  Over  1^000.000  cases: 
J4aintaih  high  qua^lity  with  reasonable  prices.  • 


Middle  Atlantic  -  Schedule  No.  6833  -  9,225  cases: 


The  market  of  citms  juices  can  "be  expanded  "by  all  packing  juices 
from'  the  "best  fruit  obtainable  and  keep  prices  down  where  it  can 
reach  every  household. 

Bast  South  Central  -  Schedule  No.  2259  -  305  cases: : 
Maintain  good  quality  and  reasonable  price  level.     We  sold  several 
tines  as  much  juice  in  19^7  as  in  19^6  by  a  combination  of  the 
above  two  factors. 

Mountain  -  Schedule  ITo.  6763  -  6,600  cases: 

Paclcers  should  be  more  uniform  in  market  price...   Improve  ouality 
in  many  instances,  also  provide  more  aavertising  co-operation. 
Pa.ckers  should  r^^t  .try  to.  make  such  large  profits,  on  short  packs. 

West  S"6uth  Central  -  Schedule  Ko.  4036  -  1,3^5  cases: 
Price  and  quality  seem  to  be  the  greatest  single  factor.  My 
observation  that  largely  people  ia  the  ^>200.00  per  month  and  up 
income  bracket  seem  to  be  the  most  consistent  users.     The  medical 
profession  has  been  of  much  benefit  to  the  industry. 

liliddle  Atlantic  -  Schedule  iTo.  3511  -  1>875  cases: 

i-Iarkets  can  be  expanded  by  canning  only  juices  from  ripened  fruits 

and  keeping  prices  within  reach  of  the  lov-er  income  brackets* 

Pacific  -  Schedule  I?o.  68  -  201,226  cases: 
Improvement  in  quality  and  reduction  in  price.  . 

Pacific  -  Schedule  No.  .6136  -  8,050  cases: 

Markets  can  be  expanded  by  of fering  juices  of  better  quality, 
flavor,  uniformity,    a  more  freshlike  juice  should  be  turned  out* 
All  poorer  fruit  should  be  omitted  from  all  commercial  packs*-  Less 
price  fluctuations  would  also  help. 


Of  the  total  replies  received  to. Question  10,  other  than  those  relat- 
ing to  quality,  the  largest  number  dealing  with  one  method  of  increas- 
ing consumption  referred  to  advertising  and  display,  or  similar  meth- 
ods of  promotion.     The  follov/in;^  are  just  a  fev/  of  the  replies,  received 
stressing  the  importance  of  promotion  in  expanding  the  markets  for 
citrus  juices. 

East  ITorth  Central  -  Schedule  ITo.  1482  -  9,850  cases:. 
More  advertising:  should  be  done  by  packers.     Canned  citrus  is  just 
coming  out  of  the  experimental  stage,  and  v;ith  quality  nov;  very 
good,  a  more  thorough  distribution  v/ould  strengthen  the  foothold  of 
the  product.    This  can  be  done  only  by  constantly  keeping  the  item 
before  the  public  and  encouraging  them  to  buy. 
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Bast  North  Central  >  Schedule  Mo,  1473  -  58, 6C0  cases:  . 
.  .^lass  -store  display.    Cooperative  dealer-dis^tributor  group  advertis- 
ing, plus  distributor  incentive  sales.    Compensation  which  oiir 
salesmen  have. 

East  North  Central  ~  Schedule  Mo.  1470  -  7,^50  cases; 
Advertising — giving  the  public  all  tlie  salient- points  as  to  food 
value  and  relative  reasonableness  of  price  in-  comparison  to  other 
foods. 

Sast  North  Central  -  Schedule  Ho.  1481  -  3,500  cases; 

By  continued  advertising  campaigns  by  the  canners*  associations, 

especially  during  the  winter  season  v/hen  colds  are  prevalent. 

Hew  England  -  Schedule  Mo*  4167  -  1,950  cases: 
1  think  advertising  is  definitely  lacking  in  the  citrus  field. 
The  industry  as  a  whole  advertises  but  brands  are  what  people 
want  to  see.  ^It  is  not  up  to  the  wholesaler  or  retailer  to  do 
,  this  advertising  but  rather  the  producer. . 

Middle  Atlantic  -  Schedule  Mo.  3496  -  1,170  cages: 

Radio  advertising  -  advising  people  of  the  advantage  in  price,  in 

quality,  gjid.  benefits  ■  to  health  ~  via  radio. 

Middle  Atlantic  ~  Schedule  Mo.  2495  ~  710  cases: 

By  consumer  advertising,  esipecially  in  places  v/here  public  is 
bound  to  attend.    Also  in  school  systems,  youth  is  one  of  your 
best  advertising  media. 

West  Mo rth,  Central  -  Schedule  Mo".  223  ->  20,000  cases: 
Jj^rge  floor  displays.    Local  cidvertising  and  small  mark-up i, 

Mountain  -  Schedule  Mo.  6692  -  12,780  cases: 
Encourage  retail  display  and  cooperation. 


Other .  replies  combined  the  need  for  advej-tising  v/ith  some  other 
method  O'f  increasing  the  market  for  citrus  juices,  such  as  keeping 
prices  reasonable,  improving  quality,  or  pointing  out  nutritional 

value.  •     .  -  .       -  -  ...  . 

Middle  Atlantic  -  Schedule  Mo.  411  -  722,410  cases:- 
By  not  packing  juice  until  fruit  -is  at  peak  of  quality  assuring 
unciform  flavor  and  Colo-r.     National  advjsrtising  and  more  aggressive 
merchandising,  store  displays,  etc.     _  ■  . 

Middi.e  Atlantic  -  Schedule  Mo.  183  -  169.402  cases;     ,     •  • 
Lovrer  prices.    More  advertising*    Better  quality.    By  not  packing 
juice  as  early  as  is  now  being  done,  especially  orange  juice. 
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Middle  Atlantic  -  Schedule  ITo.  7223  ~  325  cases: 
Maxkets' can  be  expanded  a  -^reat  deal  if  retailers  v/ould  cooperate 
and  display  citrus  products  in  their  most  prominent  place  in  the 
store,  along  with  a  concerted  advertising  drive  in  magazines g 
posters  and  nev/spapers.    Sample  demonstration  v/ould  introduce 
citrus  juices  to  a  greater  number  of  people,  this  could  "be 
handled  in  the  larger  -self-service  market. 

Bast  Horth  Central  -  Schedule  No.  13^  -  75Q  cases: 

More  advertising  about  health  and  keeping  fit  thru  consuming  fruit 

juices.     Tie  in  v/ith  breakfast  food  advertising*     Have  doctors 

advocate  more  needs  in  eating  good  breakfasts  with  fruit  juice 

included* 

East  North  Central  ~  Schedule  VOo  203^  -  104,500  ca^es : 
Foremost  by  keeping  the  quality  good  and  prices  attractive  to 
the  consumer.     Then  a  continuation  of  the  advertising  program 
started  in  the  last  few  years. 

South  Atlantic  -  Schedule  No.  2983  r  3«150  cases: 
By  constant  attractive  advertising  coupled  v;ith  cooperation  on 
part  of  retailer  displaying  properly  and  most  important  not  try- 
ing to  make  too  long  a  profit  on  the  juice  line. 

East  North  Central  -  Schedule  No.  3225  -  1.500  cases : 
By  advertising  every  possible  method.    Keep  the  price  on  citrus 
juices  dov;n  so  that  the  houseviife  v;ill  prefer  it  to  fresh  juice. 
Overcome  the  e-anned  taste  of  all  juices. 

Middle  Atlantic  -»  Schedule' -No .  2952  -  7.550  cases; 
I  do  not  believe  that  present  advertising  brings  the  benefits., of 
vitamins  and  "health  benefit  of  citrlis  juice  to  the  public  and 
there  is  no  where  near  enough  advertising  of  citrus  juiceSe 

V/est  South  Central  -  Schedule  No.  3992  -^58,851  cases: 
Keep  prices  reasonably  low  -  advertise  health  benefits  vs. 
carbonated  beverages. 

V/est  South  Central  -  Schedule  No.  3376  -  4^880  cases: 

Industry  wide  adver'ti sing  stressing;     (1)  naturalness  of  flavor, 

(2)  Heal thfulness,  (3)  Economy,  (k)  Recipes. 

\-jQSt  South  Central  -  Schedule  No..  4019  -  8,4o6  cases: 
The  sale  of  oitnis  juices,  in  my  opinion,  can  be  increased 
through  extensive  advertising  and  better  store  displays  and  pro- 
motions,   I  further  believe  that  the  Government  should  not  permit 
the  packing  of  inferior  citrus  juices. 
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Middle  Atlantic  -  Schedule  ITo«  721^  -  600  cases:  ,       '  • 

More  aggressive  advertising  campaign  featur'inf>    health  benefits 
derived  fxoa  drinking  all  juices*    Recipes  in  v;hi eh  juices 
enhance  olje  flavor  of  the  finished  product  for  the  housev/ife*  : 

Mountain  -  Schedule  IJo.  731  -  21«957  cases; 

Continued  advertising  -  stress  quality,,  economy,  ease  of  prepara- 
tion, etc.  - 

East  North  Central  r-  Schedule  No.  1337  r  9'^, 5^9  cases: 
Maintaining  ouality  and  advertising. 

Middle  Atlantic  -  Schedule  No.  26l5  -  2,500  cases; 

More  advertising.    Play  up  vitamin  content  and  medicinal  uses. 


Price  ranked  next  to  advertising  in  number  of  mentions  as  an  im- 
portant item  in  expanding  the  market  for  citrus  jviices. 

New  England  -  Schedule  No,  257  ~  Over  1 ,000,000  cases: 
Keep  prices  moderately  loxv  to  all  income  groups  can  purchase. 
At  present  retail  price  levels,  trade  can  maintain  and  increase 
consiimptiono     Last  year,  lost  moderate  amount  on  citrus  inven- 
tories.   Prices  to  consumers  got  too  high. ; 

East  South  Central  -  Schedule  No.  701  -  5»150  cases: 
Principal  factor  for  poor  mkt=-r-very  erratic  price  structure. 
Denies  buying  public  a  reliable  scale  upon  vrhich  to  give  relative 
intrinsic  value.     Consequently  we  buy  on  |)rice  to  be  competitive  . .  . 
regardless  of  quality,  pack,  etc'    Juices  have  become  a  featured — 
loss  leader  item  in  all  levels  of  trade.    Nov/  purchased  in: minimum 
quantities.    Demand  sketchy.     Ganners  price  structure  no  basis  of 
value — at  one  time  they  mulch  the  public--then  in  turn  get  caught 
v/ith  heavy  stocks  between  ban-kers  and  a  very  thin  market.    A  very, 
unsatisfactory  item  on  v/hich  to  base  a  business. 

V/est  South  Central  -  Schedule  No.  803  -  On  account  of  carry-over 

did  not  purchase  in  19^6-47:  , 

Our  citrus  Juice  business  for  the  past  year  lias  been  almost  nil, 
V/e,  like  most  other  Jobbers,  have  been  losing  money  on  all  citrus 
Juices.    V/e  had  a  big  stock  v/hen  the  drop  came  and  have  been 
unable  to  gain  our  business  back  that  we  once  had  on  these  items, 
VJe  are  under  the  impression  that  the  citrus  Juice  people  priced 
their  products  off  the  market  and  it  has  been  our  experience 
t ha, t  v/hen  this  happens  it  is  hard  to  get  the  consumer  back.    At  . 
one  •  time  this  business  v/as  one  of  our  best  of  all  the  lines,  and 
v/e  laiov/  that  something  has  happened  "to  it  but  v/e  are  at  a  loss  to 
put  our  finger  on  the  trouble. 
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V/est  North  Central  -  Schediile  Uo.  2123  -  151*773  cases: 
By  keeping  prices' at  right  level  ,  continued  improvement  on  pack- 
ing methods  and  additional  promotional  v/ork  by  citrus  commission. 

V/est  iJorth  Central  -  Schedule.  ITo^,  2310-  -  1,025  cases: 
The  mkrket  .for  citrus,  juice  can  be  expanded  by  promotional  v;ork 
Vlth  these  'consiuners  that  do  not  noyr  use  citrus  juices.  This 
market  csln  ^Iso  be  expanded  by  keeping  the:  cost  of  production  lov; 
enough  .to  interest  "all  the  people  from  a  price  standpoint  in  citrus 
OUiceS,  being  careful  not  to  lower, the  quality  to  make  an  attrac- 
'  tive  price.  \  ^     ^  -       ■ ;       ■    '  ■  ■" 

South  Atlantic  -  Scheduie  Ho/ ^362  ~  2,30C  cases;  - 

Keep  price  low  enough  so  that  the  v/orking  mati's  family  can  afford 

to  drink.it  in  volume. 

South  Atlantic  -  Schedule  ^Jo.  123?  -  2,300  cases; 

By  keeping  Juipe  in  the  lov;  price  range  of  all  consumers  so  that 

it  will 'be  used  in  quantity c  . 

South  Atlantic  -  Schedule  IjIo«  ^259  -.  2,100  cases: 

Reducing  prices  v^hich  still  are  too  high  especially  for  orange 

.^Aiice..  ......  .  . 

Hew  'England  -  Schedule  Uo.  266      103;, 350  cases: 
By  a  lovL  retail  price..  . 

East  North  Central  -  Schedule  Ho.  3220-12,822  cases: 

Keep  prices  dov/n  to  a  level  of  these -last  year  (19^6-^1-7  Pack) 

West  ITorth  Central  -  Schedule  Ho..  3187  -  3.985  cases: 

Keep  price  down^    By  this  I  mean  ^-«oz.  grapefruit  juice  v/hich 

can  retail  from  19^^  to  23^,  orange  and  blend  27^  to  29^. 

South  A-tlantic  -  Schedule  Ho.  1171  -  ls.065  cases: 

Ivlien  r-etail  prices  exceed  15{^  for  Ho.  2  can,  consumers  slov;  dov/n 

on  buying* 


The  follov;ing  replies  to  Question  10  indicate  a  desire  on  the  part  of 
buyers  for  more  rigid  inspection  and  enforcement  of  quality  standards 
in  the  processing  of  citrus  Juices. 

South  Atlantic  -  Schedule  Ho»  4183  ~  6^260  cases: 

Referring  to  question  10  on  the  opposite  side  of  this  sheet,  v/e 
v/ish  to  make  the  follov/ing  comment s-    Our  observation  seems  to  be 
that  there  is  a  general  lack  of  quality  control  of  Juices  packed 
in  the  State  of  Plorida,  and  particularly  in  the  State  of  Texas. 
There  are  many  packing  units  in  Florida  v/hich  have  good  control, 
but  by  and  large  v/e  feel  that  this  is  principally  not  the  case. 
V/e  also  feel  that  the  industry  in  part  seems  to  be  anxious  to 
market  early  fruit  Juices,  v/hich,  it  is  a  v;ell  established  fact, 
consist  primarily  of  green  fruit  Juice  v/hich  cannot  be  brought  up 
to  the  quality  point  of  raatared  fruit»    This  one  feature  is  doing 
a  great  deal  to  retard  the  development  of  citrus  Juices o 

South  Atlantic  -  Schedule  No.  1070  ~  6,100  cases? 
Merchants  advise  us  that  customers  are  never  sure  of  getting  the 
exact  taste  from  each  can  of  Juice.     This  seems  to  be  a  v;eak  link 
v;ith  the  Citrus  Industryo     The  taste  will  vary  even  i/hen  customers 
use  the  same  brand.    If  there  were  some  way  of  having  a  more  uni- 
form flavor  or  taste,  it  would  materially  assist  in  the  ultimate 
consumption.    Another  problem  is  that  many  canners  unload  Juice 
on  the  market  that  is  off  quality,  and  even  if  it  is  at  a  price, 
it  tends  to  affect  the  buying  public,     we  find  the  customers  are 
fast  moving  to  USDA'  inspe ration  and  grades,  but  this  too,  has  its 
v/eak  points;  namely,  there  vrill  be  several  brands  shov/ing  U.  S. 
Grade  Fancy,  the  flavor  v;ill  differ  widely  in  each  brand.    To  the 
consumer  this  is  confusing.     This  year,  the  consumer  sv/itched 
rather  heavily  from  natural  or  unsweetened  Juice  to  sv/eetened 
Juice.     The  main  reason  for  this  is  that  they  are  trying  to  find 
uniformity  in. flavor,  and  sweetened  Juice  does  do  this. 

V/est  Horth.  Central  -  Schedule  Noe  1.501  -  5*000  cases; 
All  the  canning  plahtSj  no  matter  v/here  located,  should  be  more 
rigidly  inspected  so  the  consumer  would  receive  only  the  very 
best  in  citrus  Juice.     There  is  nothing  that  hurts  the  sale  of 
citrus  Juice  any  worse  than  poor  products. 

Pacific      Schedule  Ho.  927  -  350 ,200  cases : 

By  stressing  Q,nd  continually  improving  quality.     Citms  Juice 
markets  can  be  expanded  by  setting  more  rigid  standards  for  all 
items,  particularly  grapefruit  Juice, 

East  North  Central  -  Schedule  ITo>  5052  -  17,^15  cases: 
Markets  can  be  extended  in  my  opinion  by  more  rigid  control  r-ri. 
the  quality  more  than  any  other  factor. 
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Middle,  iltlantic  -  Schedule  ITo.  69^3  -  600  cases;  . 
The  U.  S.  Dept.  of  A^criculture  should  put  "before  the  public  an 
educational  program  setting  forth  the  value  of  canned  citrus 
frait  juices  as  against  the  drive  'being. .niade  by  the  groi/ers  of 
fresh  fruit.    Each  and  every  Juice,  that,,  is  canned  should  be 
labeled  as  to  the  exact  vitamin  content ,  and  additional  vitamins, 
should  be  v/orked  into  "the  juice  if  i,t  is  at  all  possible.  Stand- 
ards should  be  set  up  by  the  Dept.  so  that  a  uniformity  will 
exist  in  all  canned  juices  (all  this  under  rigid  Govt.  Inspection) 
The  foreign  element  in  this  country  is  still  suffering  under  the 
illusion  that  anything  canned  cannot  possiblj^  be  as  good  as  the 
fresh  product.    Thei^-use  also  of  fruit  juices  (canned)  for  infant 
feeding  should  be  looked  into,  the  U.  S.  Dept.  of  Health  together 
v;ith  the  U.  S.  Dept.  of  Agriculture  should  bend  their  efforts 
towards  perfecting  a  small  can  or  bottle,  about  2  oz.  in  size, 
that  v/ould  contain  the  various  fruit  juices  v/hich  could  be 
safely  fed  to  infants,  and  yet  the,  juices  should  be  processed 
so  that  none  of  the  original  vitamins  are  lost. 

East  North  Central  -  Schedule  Ho.  2O80  ~  1^,060  cases: 

Better  state  supervision  for  quality  of  early  juice.    Best  way  to 

keep  citrus  juices  on  the  increase  is  better  the  quality. 

Middle  Atlantic  -  Schedule  Ho.  3587  -  3,150  cases: 
Pack  better  juice.    The  early  paclfs  made,  from  unripened  f3*uit 
turn  people  from  canned  juice  completely.    Remove  the  requirement 
about  the  addition  of  sugar.    This  should  hot  be  required  unless 
this  addition  is  more  tiian  enough  to  bring  the  juice  to  the 
natural  sv/eetness.    I  belie\'e  that  a  standard  of  sweetness  should 
be  established  -  this  should  be  as  sv;eet  as  fully  ripe  fruit  in 
the  best  of  seasons.    It  should  be  permissible  to  add  enough 
sugar  to  bring  juice  to  this  point  without  putting  on  the  label 
the  vrord  '♦sv/eetened.  "    Many  people  won't  drink  sweetened  juice 
and  don't  like  unsv;eetened  because  they  have  had  some  that  was 
definitely  beloX'/  tree-ripened  sweetness.    To  our  taste,,  a  little 
sugar  helps  juice  retain  its  natural  flavor.     If  all  juice  had 
some  sv/eetening  added  to  it  without  so  stating, .  greater  sales 
v;ould  result. 

Middle  Atlantic  -  Schedule  Ifo.  6610  -  l^^mo  cases: 
Continuous  supervision  by  the  Government  so  as  to  maintain  hi^h 
standards  of  quality. 


v;  uses  and  nevr  sizec  of  containers  v;ere  suggested  "by  several 
lyers  as  methods  "by  v/hich  consTiniption  could  be  increased.  • 

Pacific  ~  Schedule  No .  3^2i  -  28,100  cases?  - 
Vfe  have  found  through  survey  in  our  sales  department  that,  the 
advertising  of  citrus  Juice  for  three  meals  a  day  instead-  of  the 
usual  one,  v/hich  is  brealcf as t,  v/ould  increase  the  sales  of  citrus 
products.    This  can  be  done  by  giving  Mrs.  Housexi/ife  raenu  sug- 
gestions v/ith  citrus  juices  and  products  included. 

\\'est  North  Central  ~  Schedule  Ho.  2312  -  920  cases: 

Citrus  juice  markets  could  be  expanded  by  increased  advertising 
along  "healthful  living"  lines,  and  by  an  increase  in  the  self- 
service  juice  vending  machines.    Possibly  a  warm  juice  sponsored 
during  the  v/inter  season  v/ould  help  considerably,  v/ith  a  coco anut 
blendo 

South  Atlantic  -  Schedule  No.  3656  -  2,820  cases: 
The  greater  part  of  citrus  juices  consumed  today  is  in  the  homes, 
in  this  section  of  the  country  v/here  v/orkers  are  out  on  public  jobs 
in  the  factories  or  mills  wiiere  lunches  are  carried  from  homes 
most  people  drink  bottled  or  concentrated  drinks.    Drinks  are 
chilled  or  iced  in  retail  stores  near  by  and  in  smaller  contain- 
ers.   A  Ho,  2  can  of  citras  juice  is  more  than  the  average  person 
v/ants  at  one  time.    Retail  stores  seldom  have  citrus  juices  already 
iced.     It  may  be  that  smaller  cans  of  citrus  juices  chilled  v/ould 
help  increase  consumption. 

West  South  Central  -  Schedule  No.  ^082  -  15*075  cases: 
The  v/r iter  thinks  by  continuing  v/ith  an  extensive  consistent 
advertising  program,  in  the  press  and  over  the  air  v/aves,  the 
industry  can  continue  to  merchandise  an  increased  amount  of  citrus 
juices.    At  the  same  time,  the  industry  can  set  their  research 
departments  to  v/ork  to  find  nevi  uses  for  citrus  juices  and  v/ork 
v/ith  the  Medical  Association  for  uses  in  that  profession. 

V/ost  North  Central  -  Schedule  No.  15^2  -  65,000  cases: 

Try  to  capture  apart  of  the  "pop"  market.    Usually  fruit  juices 

are  cheaper  per  ounce  than   for  example,  surely  much 

better  for  youngsters  and  older  folks  to  drink/.  Give  more 
recipes  for  the  making  of  combination  cold  drinks  composed  of 
genuine  fruit  juices. 

South  Atlantic  -  Schedule  No.  ^51  -  2,600  cases: 

V/e  believe  sales  could  be  increased  if  it  could  be  bottled  and 

sold  same  v/ay  as  carbonated  or  soft  drinks  are  sold. 
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East  SdUth  Central  *  Schedule  116.  653  -  1^^30-  cases: 
By  packing  in  snail  can  suitable  for  use  in  cold-drink  "boxes* 

A  v/ell  rounded  advertising  program  to  explain  this  usage  during 
hot  v/eather  months.  . 

East  North  Central  -  Schedule  Ilo.  655  -^,900  cases: 
Smaller  size  cans  which  can  l)e  placed  in  drinl^  boxes. 

South  Atlpjitic  r  Schedule  ^^i3L^  31^1  -  1,500  cases: 

More  education  in  advertising^  etc.    Bottle  to.  pell  like  drinks,. 

in  pure  form. 

South  Atlantic  -  Schedule  ITo.  7C11  ~  70Q  cases: 

Put  citrus  juices  in  comniercial  size  "bottles,  such  as  five-  or 

ten-cent  size, 

y  East  South  Central  -  Schedule  Ho.  6^4-0  -  1,100  cases: 
By  producing  5^cent  or  ice-'box  can. 

East  Horth  Central  ~  Schedule  Ho^  ^89  -  7,500  cases: 
Use  in  cooking  -  Jello,  etc. 


The  following  replies  refer  to  the  deterioration  in  flavor  of 
citrus  juices  n.nd  indicate  the  need  for  education  on  the  import- 
ance of  rapid  turnover* 

South  Atlnntle  -  Scteedttle  Ifo.  1228  -  10 .850- casea:  " 
Educating  v/holesalers  and  retailers  on  importance  of  moving 
citrus  stocks  during  year  of  pack,  so  as  to  reach  consumer 
before  deterioration  is  so  far  advanced.    Have  seen  retailers 
get  in  nev7  stocks  and  sell  out  ahead  of  older  stocks  until  some 
had  an  age  of  two  years  or  more  before  reaching  consijuner.  That 
is  bad  on  canned  citrus  juiceo 

West  Horth  Central  -  gchedule  IJo.  6679  ~  1>700  cases: 

Based  on  our  prewar  and  v/ar time  experience,  we  have  proven  the 
follov/ing:     On  both  orange  and  grapefruit  juice  -  carry  as  little 
as  possible  over  to  next  season.    Carry  only  the  later  packs.  V/e 
sell"  to  restaurants  and  inst itutionso    Prom  1938-^1  ^'^e  tripled  our 
citrus  juice  business  by  selling  nev;  juice  every,  year  and  buying 
only  the  pack  from  the  later  crops.    During  v/ar  years  v;hen  v/e 
bought  v/hat  v/e  could  get ,  our  citrus  juice  sales  fell  off.  This 
v/as  due  to  several  reasons^  among  them:     Carrying  over  juices' from 
one  pack  to  another  and  customers  v/ould  say  they  have  a  "tinny  '. 
taste".    Prior  to  rationing,  citrus  juices,  paiticularly  grapcfru.it 
juice 9  v/as  gaining  popularity  in  high  balls  -  rationing- stopped  this, 
A  re-educational  plan  is  required  to  start  this  consumption. again, 
Canners  should  not  pack  lovi  quality  juices.     One  case  of  lo^  quality 
juice  undoes  v/ork  a  jobber  does  in  promoting  1.000  cases  of  quality 
juice.     If  they  insist  on  packing  early  pack  juice,  they  should  use 
a  label  that  v/ill  no't  interfere  v/ith  the  later  packsi    A  v/oman  buys  . 
a  can  of  standard  string  beans  at  a  price  and  if  it  isn't  up  to  her 
expectations  she  does  not  condemn  all  cojined  green  beans,  as  she 
v;ill  if  she  buys  a  can  of  inferior  citrus  juice. 

-  19  - 


Export  markets  were  suggested  as  nex^j  outlets  for  citrus  juices  "by  a 
fev/  "buyers. 

Mountain  ~  Schedule  Ho>  6o64  ~  2.469  caBes t 

I  TDelieve  that  since  grapefruit  and  orange  juice  are  in  the  surplus 
that  a  good  deal  shotild  be  exported  to  help  relieve  our  market,  there- 
by keeping  prices  normal.    Europe  and  Asia  are  badly  in  need  of  food 
etc. ,  and  in  my  opinion  citrus  juices  should  be  "one  of  the  products 
shipped  over-seas*. 

Pacific  -  Schedule  Ifo.  875      1>450  cases : 

The  citrus  juice  price  decline  of  19^6,  set  off  a  chain  of  declines 
in  other  commodities  which  almost  mined  aariy  jobbers.     The  hungry 
countries  of  the  \jot16.  should  be  educated  and  advised  of  the  vitamin 
benefits  of  citrus  juices,  and  ship  some  of  the  thousands  of  cases 
which  are  depressing  the  local  markets,  to  these  countries,  I 
understand  that  there  is  another  bumper  pack  of  citrus  products 
coming  up  in  19^8 »     That  v/ill  only  put  salt  on  the  citms  packers* 
v/ounds.     It  is  a  liability  instead  of  an  asset.    Anything  that  you 
can  buy  in  great  quantities,  and  is  backed  up  in  warehouses  through- 
out the  country,  immediately  becomes  less  desirable  and  an  object 
of  price  cutting.    Let  one  pack  be  cleaned  up  v/ithout  carry-over, 
and  the  new  pack  can  enter  as  a  respectable  member  of  the  canned 
goods  community.    But  in  the  present  sta.te  that  citrus  juices  find 
themselves,  the  nev;  pack  must  enter  furtively,  unkempt  and  unshaven. 


A  few  buyers  v;ish  to  see  production  and  processing  limited. 
Pacific  -  Schedule  ITo.  3k2B  -  13.500  cavses? 

The  entire  wholesale  and  especially  the  retail  field  is  glutted  and 
heavily  overstockede    Some  several  years  old.     If  the  juice  industry 
is  to  survive  at  a  profit,  then  at  least  75/^  of  the  acreage  should 
be  pulled  up  befoi-e  it  gets  into  far  worse  shape  than  the  cling 
peach  business.     The  acreage  of  citrus  products  at  present  is  many 
times  v;hat  this  country  can  absorb  a.nd  the  world  at  large  aside 
from  ourselves  will  be,uxiable  to  buy  it  for  years  to  come.  In 
addition  no  juice  should  ever  be  packed  from  fruit  gathered  prior 
to-: December  15th  and  not  after  that  harvested  April  first.     If  this 
practice  is  not  stopped  the  consumer  will  soon  cease  to  buy.  Also 
quit  blending  everything  that  grows.     Orange  and  grapefruit  is 
alright.    Anything  else  will  destroy  all  taste  and  flavor. 

South  Atlantic  -  Schedule  ITo.  l4k05  -  1,725  cases: 
!  Curtail  productiono 

Bast  Horth  Central  -  Schedule  No.  2009  -  1.950  cases:  - 
■  Limit  the  groves. 

Hew  England  ~  Schedule  Ho.  6171  -  4,700  cases: 
By  not  packing  more  than  the  trade  can  absorb. 
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TRANSPORTATION 


GIVE  US  YOUR  IDEAS  FOR  INCREASING  EFFICIENCY 
IN  DISTRIBUTION  OF  CITRUS  JUICES. 


Replies  ta  Q:iiestion  No»  11: 

"Give  us  your  ideas  for  increasing  efficiency  in  distribution 

of  citrus  juices'* 

Transportation  v;as  cited  by  a  lar^e  number  of  buyers  as  a  factor  in 
increasing  efficiency  in  the  distribution  of  citrus  juices.    Many  of 
the  replies  stressed  inrproyed  handling  in  transit*  others,  adjustments 
in  rates;  still  others,  greater  advantages  in  pool  cars  and  LCL  cars, 
T^ical  comments  are  quoted  below. 

^ev;  England  -  Schedule  IJo.,  266  -  103.1 350  cases: 

If  the  v/ater  service  from  Tampa  to  Boston  v/ere  put  back  in  service, 
it  would  cut  transportation  costs  by  about  1  to  ij  cents  on  a 
^6-oz.  tin,  which  v/ould  reilect  itself  in  a  lower  retail  price. 

Nev/  England  -  Schedule  IJo.  511^  ~  ^,550  cases: 

The  market  for  citrus  juices  can  be  expanded  by  having  rail  or 

boat  facilities  to  reach  the  northern  market  in  good  season  and 

to  arrive  in  good  condition ^  which  facilitates  in  selling  this 

merchandise. 

South  Atlantic  -  Schedule  Noc  6497  -  3,750  cases s 
The  only  thought"  that  I  have  on  increasing  the  efficiency  of 
citrus  juice  distribution  v/ould  be  the  consolidating  of  pool 
cars  or  boat  shipments  by.  competing  packers  to  any  area  vrhere  a 
full  carload  from  any  one  packer  v/ould  be  cut  of  reason^,  thereby 
making  it  possible  for  the  product  to  be  sold  for  l  or  2  cents 
less  to  the  consumer « 

East  North  Central  -  Schedule  Ho.  5052  -  17^^15  cases: 
Have  no  comment  on  Increasing  the  efficiency  in  this  distribution. 
We  have  had  considerable  difficulty  particularly  v/ith  citrus  juices 
in  as  much  as  there  is  overloading  of  cars  to  such  an  extent  that 
a  large  percentage  of  cases  are  badly  dented-    V/e  liaye  many  com- 
plaints from  the  retailer  and  the  consumer  on  this  point.  liore 
care  must  be  exercised  by  the  shipper  and  the  railroads 

Mountain  ~  Schedule  IIOo  6692  -  12»780  cases: 

Careful  leading  of  cars,,  definite  routing  and  tracing  on  cars  in 
transit r    Being  at  almost  the  extreme  distance  from  Florida,  trans- 
portation has  been  our  biggest  problem ^  some  cars  taking  thirty 
days  enroute»    Unless  cars  are  very  carefully  loaded  some  cans 
v;ill  be  dented,  leaking,  and  being  that  long  in  traasit  the  acid 
in  the  juice  defaces  many  other  tins  that  otherv/isci  are  not  damaged. 
During  the  past  years  our  damage  claims  on  citrus  products  have 
been  excessive.    IJot  definitely  loiov/n  but  possible  reasons  could 
be  —  poor  care,  improper  loading,  poor  cooperage,  poor  handling 
by  railroads,  improper  bulkheads,  or  faulty  break  dov/n  on  pool 
cars,  and  leaving  damaged  mercha.ndise  in  the  car  by  che  first  con- 
signee, v/hich  in  turn  has  caused  additional  damage  enrouta  to 
-Tlnal  destination,  due  to  leaking. 
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East  North  Central  -  Schedule  Up.  20^1  ^  10»150  casesi 
More  care  by  packers  in  loading  cars  cjid  accepting  pars  from 
raiiroad  which  are  not  in  conditipn  to  carry  65,000  l"bs«  of 
merchandise  from  Florida  to  Michigan..    V/e  liave  considerable 
damage  in  Florida  Juice  cars  v/hich  can  be  attributed  directly 
to  poor  cars*  • 

East  Horth  Central  -  Schedule  Up.  5091  —  6,950  cases' 
There  are  so  many  canners  today  that  the  average  Jobber  cannot 
take  in  cars  of  all  the  brands  he  carries.    He  brings  in  one  car 
and  v/aits  till  it  is  sold  dov/n  far  enough  so  he  can  bring  in  a 
car  of  another .brand  he  carries.    Pooled  cars  would  enable  him 
to  keep  stock  on  hand  of  all  brands  carried.    This  must  be  worked 
out  by  packer's  sales  representative  in  the.  dix^erent  areas. 
Another  method  wou3.d  be  to  carry  v/arehouse  stocks .  in  the  dif- 
ferent trading  areas. 

Hew  .Sn^land  -  Schedule  No,  198?  .-  6>450  cases:  ■ 

Por  straight  car  buyers  there  seems  little  improvement  possible, 

LCL  buyers  v/ould  benefit  if  pool  cars  could  be  handled  more 

efficiently,  a  task  tliat  most  Florida  shippers  manage  to  bur.gle 

badly. 

Middle  Atlantic  -  Schedule  Ho o  51?8  ^  8,880  cases: 
By  arranging  pool  car  shipments  from  various  shipping  points  with- 
out the  extra  charges  for  freight  stop-off  charges,  multiple  stop 
cars. 

East  North  Central  -  Schedule  No^  6328  -  1^800  cases *• 
More  frequent  shipments  (better  use  of  pool  cars)  to  make  unneces- 
sary carrying  large  stocks-    All  things  equal,  v/e  v/ill  buy  v/here 
vre  can  get  most  satisfactory  delivery* 

Middle  Atlantic  -  Schedule  HOo  260O  -  1«^25  cases: 
One  of  the  best  ways  for  increasing  efficiency  in  the  distribution 
is  to  get  the  juice  to  the  point  of  distribution  at  the  cheapest 
ratOo    We  found  from  experience  to  buy  in  carload  lots  and  delivered 
cheaper  because  v/e  bought  at  a  saving  in  freight  charges, > 

Middle  Atlantic  -  Schedule  No,  3555  -  ^.023 ■cases? 

i^reight  rate  (class  rates)  should  be  no  higher  than  any  other  fruit, 
v/hich  it  nov/  is.. 

V/est  North  Central  —  Schedule  No»  223  ~  20,000  cases: 
Reasonable  prices  on  full  car  loads,  v/lth  60  day  protection  against 
decline*    Higher  price  for  poo],  car  purchases-.     This^  will  force  dis- 
tributors to  purchrse  full  cars  each,  and  tend  to  cause,  them  to  take 
less  mark  up  to  move  in  60  days  or  less.     The  big  buyers  v;ill  not  be 
as  apt  to  speculate  on  10  or  15  cars  at  a  time.  " 
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-  V<rest  North  Central  -  Schedule  IIo>  2107  -  5.050  cases: 
Ey  loading  freight  cars  more  carefully.     There  seems  to  be  too 
much  shifting  in  the  load  causing  considerable  damage,  dented 
cans ,  etc. 

East  South  Central/"-  Schedule  ITo.  3783  -^^ 3,1^  cases: 

Reduce  the  v/eight  Tequirement  for  car-lot  shipments  to  enable 

Jobbers  to  order. more  often  and  keep  a  better  balanced  stock. 

.The  suggestion  ranking  next  to  transportation  in  frequency  of  mention 
as  a  method  of  increasing  efficiency  in  the  distribution  of  citrus 
.juices  referred  to  the  need  for  stabilizing  prices. 

L     Middle  Atlantic  -  Schedule  No.  513I  -  53 »3^  cases: 

If  some  method  could  be  found  to  stabilize  prices  to  some  extent 
throughout  the  year,  thus  avoiding  the  present  peaks  and  valleys, 
it  v/ould  help  improve  efficiency  of  distribution  by  providing  a 
more  orderly  flow. into  consumption  through  eliminating  speculative 
inventories  at  all.|!levels.    What  is  heeded  is  not  nrice-f ixing, 
but  some  means  of , decreasing  the  ^dog-eat-dog"  Competition  by 
v;hich  a  large  distributor  sells  below  cost  to  force  others  out  of 
business.     This  leads  to  cutting  quality,  v/hich  is  ultimately  bad 
for  the  distrib;jj;ibn  of  the  juices.     Tlie  return' of  orderly  coast- 
v/ise  shipping  at;. moderate  rates  v/ould  also  be  a  help.    At  present 
it  is: too  limited,  in  scope  and  too  undependable  in  time.  The 
present  railroad  rates  need  revision  to  return  to  a  simple 
"cents^per^cv/t, basis  instead  of  the  present  variable  rates  which 
give  an  advantage  to  the  extra  large  buyers. 

J<ev-^  England  -  Schedule  IJo.  256  -  70,000  cases': 

Since,  the  citrus  market  is  very  unstable,  buyers  usually  only  buy 
. .  on  a  hand-to-juQUth  basis.    Results  are  that  they  are  out  of  mer- 
.    chandisa  50^  of  the  time.    Recommend  uniform  prices  guarantee  on 
floor  stock  for  30  days'  after  arrival.    Buyers  then  will  see  that 
outlets  are  stocked  lOO/o  of  the  time. 

J)ast  North  Central  -  Schedule  Ho.  466     16^.5^9  cases: 
Keep  Juice  of  .poor.  qua!^it^  off  market.    Eliminate  vride  price 
fluctuations.^    Keep  retail  prices  lov;  enough  to  encourage  quan- 
tity buying  ..and  large  consumption.     Convince  retailers  potential 
sales  are  unlimited.*    This  czm^be  done 'only  af  ter  the  foregoing 
has  been  accomplished.    Ho  housewife  will  give  her  family,  or 
guests,  :Cheap  synthetic  drinks  when  pure  fruit  .Juice  may  be  had 
at  reasonable  cost.    Encourage  retailers  and  trade  associations 
to  feature  recipes  for  fruit  Juice  punch  in  * their  advertising. 
(Orange,  grapefruit,  grape  Juices  and  ginger  ale,  etc.,)  There 
are  many  . delicious  combinations.  , 
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East  North  Central  -  Schedule  IIo.  521,4  -  11,500  cases; 
By  hav'ing  a  market  set  in  price  for  at  least  a  six-month  period* 
The  reason  I  say  six  months  is  due  to  new  crops  vjhich  are  six 
months  apart.    "Ifnen  markets  in  citrus  act  as  they  have  -  "buyers, 
as  a  rule,  buy  short  for  fear  of  losses.     It  is  a  definite  fact 
that  our  citrus  "business  could  at  least  double  Its  sale  :were  it 
not  for  the  reason  v/e  are  out  of  stock  more  of  ten  than  in  stock. 
We  are  able  to  bujr  in  some  cases  v/arehouse  stock  from  the  packers. 
But  in  doing  so  we  are  faced  v/ith  two  distinct  facts.    A.  Our 
prices  are  out  of  line  by  the  few  cents  we  pay  over  drav/ing 
merchandise  from  warehouse  stocks,  thereby  not  encouraging  us 
or  salesman  from  pushing  the  item  for  fear  of  having  the  cus- 
tomer tell  us  v;e  are  too  high  and  therefore  having  him  think  our 
entire  line  is  out  of  line.    All  v;e  do  on  such  an  operation  is 
fill  in  v;hen  asked  for  a  case  or  two.    B.  By  buying  short  for 
fear  of  losses  v;e  have  no  stock  sufficient  to  put  a  real  citrus 
drive  on  at  all  times.     This  makes  less  sales  for  all»  The 
retailer  pushes  items  that  he  has  stock  on  hand,  and  he  too 
does  not  buy  heavy  after  the  first  shipments  for  fear  of  price 
decline  or  he  is  unable  at  later  dates  to  repurchase  merchandise- 
to  bq  competitive  v/ith  others.     If  he  buys  to  meet  competition 
he  is  in  most.: cases  turning  his  dollar  from  one  pocket  to  the  :.■ 
other  v;ith  no  profit,  and  therefore,  has  lost  interest  in  the 
item.    So,  as  I  have  said,  by  having  only  good  quality  merchan- 
dise released  from  packers  and  securing  the  prices  at  least  six 
months  the  packer  and  all  involved  in  this  item  v/ill  make  money 
due  to  turnover,  made  possible  by  increased  sales. 

V/est  Horth  Central  -  Schedule  IIOo  ^72  -  6l ,983 •  cases: 
The  sale  of  citrus  Juices  has  tremendous  possibilities  if  market 
on  46-oz.  orange  juice  will  open  at  about  $2.00  per  dozen  and 
remain  stable  throughout  the  season  —  a  fluctuating  market  hurts 
the  Sale.    Blend  and  grapefruit  on  a  basis  of  $1,50  for  grapefruit. 
The  industry  should  make  every  effort  to  continue  improving  qual- 
ity and  government  agencies /should  enforce  rigid  controls  along 
these  lines.  "■■ 

West  South  Central  -  Schedule  Ho.  3875  -  24,850  cases: 
Avoid  such  v;ild  price  fluctuations^,    Uane  firm  opening  prices 
according  to  grades,  give  an  "early  buying  alloi^ance"  during  can- 
ning season,  being  sure  that  it  will  be  the  best  price  of  the 
year  v/hich  v;ill  encourage  retaiiers  to  buy  with  confidence 
quantities  sufficient  to  make  master  displays,  etc.* 

Mountain  -  Schedule  ITo.  5029  -  15^400 -cases:  r 
The  citrus  juice  market  needs  a  method  of  stability.     It  is 
always,  the  same  story  -  retail  stores  losing  profits  selling  • 
juice  at  a  loss  in  , order  .to  be  in  position  to  hc^ndle  the  nev/ 
crop.    Each  year  the  bear  story  makea  its  rounds.     I  ;v;Ould  like 
to  cite  the  pineapple  juice  industry  as  an  industry  v/here  this 
never  happens.     It  runs  along  smoothly  each  year  vrith  the  v;hole- 
sale  and  retail  stores  alv/ays  knowing  where  they  are. 
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East  IJorth  Central  ~  Schedule  IJo.  5091  -  6,950  cases: 
Would  suf^gest  that  canners  guarantee  Jobbers  floor  stock  against 
their  own  decline  in  T)rice  for  a  period  of  60  days.    This  v/ill 
eliminate  so  much  juggling  of  prices  "by  canners. 

East  South  Central  -  Schedule  Ho.  69I  -  ^.925  cases: 
By  "basing  production  on  denand  -  eliminate  canners  ^dumping" 
after  distri"butors  have  stocked  up.     This  makes  distributors 
cautious  about  quantities.    Also  guarantee  distributors*  floor 
stock  vs.  decline.     This  will  stabilize  purciiasing  and  move- 
ment will  grov/  in  a  healthy  market.    Citrus  Juice  must  be  kept 
popular  by  reasonable  stable  retail  prices. 

Middle  Atlantic  ->  Schedule  Ho.  3504  -  5>313  cases; 
Too  much  difference  in  price.    Price  fluctuating  up  and  dovm,  we 
lost  our  shirt  several  times  on  citrus  juices.    This  does  not 
happen  usually  on  other  canned  foods. 

South  Atlantic  -  Schedule  Ho»  1237      23300  cases; 
Prices  should  not  be  alloxved  to  be  unstable;  in  other  v/ords, 
bu^'-ers  should  not  be  afrrdd  to  buy  a  good  supply  for  fear  prices 
will  drop  heavily.     If  prices  Can  be  stabilized  in  the  lov;  price 
range,  vrholesalers  will  buy  more  heavily  and  give  better  distri- 
bution. 


The  availability  of  spot  stocks  in  v/arehoUses  readily  accessible  to 
buyers  v/as  next  in  frequency  of  mention  to  stabilized  prices  as  a 
method  of  increasing  efficiency  in  the  distribution  of  canned  citrus 
juices. 

Hew  England  ~  Schedule  No.  1938  ~  4,^50  caseso 
If  packers  vrould  have  warehouse  stocks  in  each  city  where  they 
have  a  good  trade,  the  distributors  v/ould  alv/ays  have  the  ad- 
vantage of  the  lov;est  price  and  thus  pass  on  the  savings  to  the 
consumer.    At  certain  times,  distributors  do  not  v/ish  to  buy 
large  quantities.     If  pool  cars  do  not  come  into  buyer city, 
the  trucking  from  the  nearest  point  adds  to  the  delivered  cost. 
Citrus  juices  always  sell  better  v/hen  they  are  low  priced. 

East  Horth  Central  -  Schedule  Ho>  4480  -  2,750  cases: 
If  it  is  at  all  possible  in  the  larger  market  centers,  such  as 
Milwaukee,  Chicago,  etc.,  a  warehouse  stock  should  be  at  the  dis- 
posal of  wholesale  grocers.    V/e  have  sold  several  hundred  cases 
that  we  v;ere  able  to  pick  up  on  spot  stocks.    If  v/e  would  have 
v/aited  for  a  car  or  pool  car,  those  sales  would  be  lost.  The 
broker  or  canner  who  will  be  able  to  maintain  a  v/arehouse  stock 
in  these  centers,  I  ajn  sure,  v/ill  get  enough  extra  business  to 
offset  the  investment. 
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East  North  Central  -  Schedule 'iSfo.  306  -  10,710  cases: 

 1  i-J—r-  : — <-  ;  —  '  - — ^—  '■  ' — - 

By  maintaining  warehouse  stocks,  in  cities  for  fill-ins  laetween 
carload  shipments.    By  attempting  to  furnish  the  "brand  throughout 
the  12  months  of  the  year.    Both  of  these  suggestions  are  aimed 
at  permitting  consumer  to  purchase  a  "brand  she  knov/s  and  likes.. 

West  North  Central  -  Schedule.  No.  2101  -  3.040  cases: 
By  canners  carrying  stocks  of  canned  juices  in  principal  cities^ 
which  would  speed  up  deliveries  and  cut  posts,  as  the  Juices  could 
"be  sent  "by  the  canners  to  distribution  points  in  carload  lots  and 
v/ould  be  readily  requisitioned  "by.  jobbers  rather  than  waiting 
until  jobber  stocks  are  depleted  or  low  enough  to  purchase  fur- 
ther supplies. 

Middle  Atlantic  -  Schedule  No;.  51^  -  2,0Q2>  cases:.     •  ,• 
Distribution  efficiency  can  be  increased:  "by  ma3.ntaining  local 
v/arehouses  in  important  centers,  as  most  jobbers  lack  the  ware- 
house space  v/ithout  extra  cost.. 

Middle  Atlantic  -  Schedule  No.  2586  -  1^285  cases: 
I  believe. that  in  this  area  markets  might  be  expanded  and  distri- 
bution efficiency  increased,  by  keeping  warehouse  stocks  in  nearby 
large  cities  instead  of  making  carload  shipments  as  orders  are 
procured  by  brokers.     Oftentimes  under  present  conditions  jobbers' 
stocks  are  exhausted  before  cars  arrive. 

East  North. Central  -  Schedule  No.  1481  -  3,500  cases:   .  ■ 
By  having:;  the  canners  carry  "spot"  stocks  in  warehouses  located 
in. strategic  places  throughout  the  country,  so  that  jobbers  can 
get  rush  shipments  in  smaller  quantities. 

V/est  North  Central  -  Schedule  Noo  336  --  1,558  cases:     • . 

By  stocking  complete  spot  stocks  in  v/arehouse  in 'principal  cities 

or. points  (basic  carload  prices)  for  distribution  the  year  abound. 

East  South.. Central  -  Schedule  No.  3785  -  3,575  cases:  — 
Consigned  stocks    in  central  distributing  points. 

Pacific  -  .iSchedule  No.  921  -  2,293  cases:  - 
Local  v;arehousing  —  freight  absorbed. 


:'>    .      ■       ■  •         ■  ■    ,  .       •  ■   1  ; 
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A  number  of  "buyers  indicated  the  desirability  of  a  central  selling 
agency.     Others  mentioned  the  desirability  of  eliminating  the  broker, 
direct  baying, organization  of  packers  themselves,  or  selection  of 
best  sales  organization  with  fi'equent  follov/-ups. 

South  Atlantic  -  Schedule  Ho»  1108  -  2^610  cases : 
¥e  think  the  efficiency  of  distribution  of  citrus  juices  is  a 
problem  that  is  squarely  up  to  the  citrus  industry  as  a  whole. 
In  our  opinion 5  hov/ever,  the  ideal  setup  would  be  for  some  cen- 
tral selling  agency,,  both  for  fruit  and  juice,  to  have  control 
of  practically  all  of  the  crop  and  in  this  \\ray,  control  ship- 
ments to  the  various  markets. 

Middle  Atlantic  -  Schedule  Ho,  2615  -  2,500  cases: 
There  are  too  many  brands  -  varying  quality  -  too  much  handling 
of  merchandise.    IVhy  not  a  citrus  association  similar  to  the 
California  V/alnut  Orov;ers  Association  which  controls  a  majority 
of  the  walnut  growers  of  California.     Their  product  is  uniform, 
the  price  just,  and  profit  fair  to  all. 

South  Atlantic  -  Schedule  IJo.  O65O  -  304-,550  cases: 

Movement  among  larger  packers  to  cut  out  brokers.     Concentrate  , 

on  a  fev;  larger  distributorSc    Juices  are  efficiently  dis- 

tributed« 

South  Atlantic  -  Schedule  IIo>  3158  ~  3,100  cases: 
Cut  out  unscrupulous  brokers  that  render  no  service  at  all.  Pay 
this  brokerage  to  someone  that  does  the  v/ork — salesman  bonus  or 
v;hat  not. 

South  Atlantic  -  Schedule  No >  6222  -  240  cases: 
Buying  direct. 

Middle  Atlantic  -  Schedule  Mo.,  ^11  -  722,410  cases: 
Selection  by  processors  of  best  sales  organization  in  each  market 
they  serve  and  frequent  follov/-ups  by  processors  with  their  sales 
representatives  calling  on  buyers  and  distributors. 

East  Korth  Central  -  Schedule  Uo,  2086  -  30,005  cases; 
Organization  of  the  packers  themselves  should  create  a  more 
stable  market. 


/ 
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Concentration  on  fewer  brands  was  also  su^iges ted  as  a  means  of 
increasing  efficiency  in  distribution; 

Mountain  -  Schedule  Ho,      ^5  -12,^00  cases;     .  ■  - 
Fewer  brands  more  widely  advertised. 

Middle  AtXantic  ~  Schedule  Ho.  3518  -  11,362  cases; 
-  i/e^ handle  only  one  brand  purchased  in  cans,  take  fair  margin  of 
'  .  prof  it ,  and  ask  Our  retailers  to  do  the  'sajne. 


The  following  comments  suggest  correction  of  maldistribution  of 
canned  citrus  jTiice  stockSo 

Middle  i^tlantic  -  Schedule  Ho.  7223  ~  325  cases; 
Tov/ard  the  ■  endin;'-  :>f  each  old  season  ^  (a  period  of  approximately 
tv/o  months  prior  to  the  arrival  of  new  packs)  a  great  number  of 
jobbe-:s  find  themselves  totally  sold  out  of  merchandise;  others 
in  many  areas  may  hjive  a  surplus.    I  believe  an  exchange  estab- 
lished to -control  the  above-mentioned  situation  would  ultimately 
result  in  a  greater  distribution. 

South  Atlantic  -  Schedule  Ho.  ^^275  -  S40  cases: 
Having  1  representative  pc rsonall2/  check  jobbers*  stocks  and 
advise  where  to  renew  your  stock  or  where  to  dispose  of  it  at 
no  loss  to  anyone  -  guarantee.  , 


A  fev;  of  the  other  suggestions  of  a  general  nature  for  increasing 
efficiency  in  distribution  are  indicated  belov/.  . 

Hey;  England  -  Schedule  Ho.  575  -  1>375  cases: 
More  up-to-date  citrus  reports  to  all  jobbers  direct  from  some 
unprofitable  source.    Better  and  faster  deliveries  from  canners. 
Aloo»  direct  allocation  for . standard  market-price. 

East  Hortli  Central  -  Schedule  Ho .  3222  .-  57  ca^es: 
Over-concentration  on  chain-store  promotion  has  led  to  an  over- 
balanced position  of  chain  stores  selling  too  big  of  a  percent- 
age of  all  canned  juices  sold.    Result:     smaller  and  small  stores 
handle  it  but  do  not  push  item  as  they  feel  that  they  have  been 
neglected.    A  better  balanced  system  of  distribution  in  v;hich 
smaller  and  small  stores  are  given  more  consideration  may  prove 
advantageous  by  pushing  the  total  of  citrus  juice  sales  much 
higher . 

East  Horth  Central  -  Schedule  Ho.  6572  -  1,020  cases: 
More  or  less  zoning  of  packers  shipments.     That  is,  Texas  juice 
to  be  distributed  in  states  nearer  to  its  brokers,  also  per- 
taining to  California  and  Elorlda. 
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Nev;  England  -  Schedule  Ho«  6508  ~  1,450  cases: 

Better  cooperation  with  v/holesalers  on  shipments  i^ill  help  a  good 
deal. 

Middle  Atlantic  -  Schedule  Ho>  3^96  -  1>170  cases: 

Broker  representation  by  live-wire  "broker  seems  to  be  best  v/ay  to 

get  cars  or  pooled  cars  into  various  areas. 


Ti-;enty~four  buyers  indicated  that  they  considered  the  present  distri- 
bution of  citrus  Juices  satisfactory  and  saw  little  need  for  improve- 
ment.   Typical  replies  are  quoted  belov/. 

Middle  Atlantic  -  Schedule  No.  563  -  6.150  cases: 
I  believe  citrus  Juices  are  the  most  efficiently  distributed  com- 
modity in  the  food  industry. 

East  South  Central  -  Schedule  No.  6649  -  2.125  cases: 

Do  not  believe  present  established  methods  of  distribution  of 

canner,  broker,  wholesaler,  and  retailer  can  be  improved  upon. 

West  North  Central  -  Schedule  Ho.  1525  ~  4,250  cases: 

We  find  no  fault  v.'ith  the  present  method  of  distribution.    We  are 

happy  about  the  whole  thing. 

East  North  Central-  Schedule  No.  7115  ~  2,650  cases: 

The  distribution  of  citrus  Juices  is  efficiently  handled  at  present. 

Middle  Atlantic  -  Schedule  No.  538  -  945,000  cases: 
Distribution  very  efficient  at  present. 

West  North  Central  -  Schedule  No.  2435  -  3.210  cases: 
Our  distribution  is  satisfactory. 

South  Atlantic  -  Schedule  No.  450  -  9,485  cases: 
Present  distribution  satisfactory. 
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United  States  Department  of  agriculture 

FARM  credit  Administration 
Washington   25,  D.  C. 


November  3,  1947 


Dear  Sir: 

Citrus  growers  and  their  industry  are  seeking  the  answers  to  some 
urgent  problems.     You,  as  a  buyer,  can  help  the  Department  of  Agri- 
culture report  to  growers  and  processors  through  their  organizations 
what  needs  to  be  done  about  some  of  these  problems  as  you  see  them. 
If  you  will  take  a  few  minutes  of  your  time  to  answer  the  questions 
on  the  enclosed  form,   I  will  pass  along  a  summary  of  the  replies, 
not  revealing  the  identity  of  your  firm. 

Two  copies  of  the  form  are  enclosed  so  that  you  may  retain  a  work- 
ing copy  for  your  files.     There  are,  in  all,  eleven  questions  which 
I  hope  you  will  answer  on  the  basis  of  your  experience.     Your  prompt 
reply  will  help  make  it  possible  for  citrus  growers  and  canners  to 
adjust  their  operations  so  as  to  give  you  and  your  customers  more 
nearly  what  is  wanted  in  citrus  juices. 

please  indicate  in  the  space  provided  on  the  enclosed  form,   if  you 
wish  us  to  send  you  a  copy  of  the  report  when  it  is  available.  For 
your  convenience  in  making  an  early  reply,  I  am  enclosing  a  self- 
addressed  envelope  which  requires  no  postage. 


Very  truly  yours. 


Harry  C.  Hensley 

Principal  Agricultural  Economist 


Enclosures 


f^oR"  *  RESEARCH  AND  MARKETING  ACT  OF  I9it6 

CONFIDENTIAL  CITRUS  JUICE  SURVEY 

When  Completed  Return  to 
Farm  Credit  Administration,  U.S.D.A. 
Cooperative  Research  and  Service  Division 
Washington  25i  D.  C. 

1.     Please  fill  in  below  the  approximate  mimber  of  cases  of  canned  single-strength 
citrus  juice  of  each  kind  and  type  you  purchased  during  the  1946-47  season  which 
came  from  each  of  the  leading  citrus  States: 


KIND  AND  TYPE  OF 
CITRUS  JUICE 

APPROXIMATE  NUMBER  OF  CASES 
PURCHASED  FROM 

REASONS  FOR  PURCHASI NG 
FROM  STATE(S)  INDICATED 

FLORIDA 

TEXAS 

CALIF- 
AR 1  ZONA 

SWEETENED 

GRAPEFRUIT: 

UNSWEETENED 

SWEETENED 

ORANGE: 

UNSWEETENED 

SWEETENED 

BLENO: 

UNSWEETENED 

SWEETENED 

LEMON: 

UNSWEETENED 

1 

SWEETENED 

TANGERINE: 

UNSWEETENED 

2.  Name  in  order  of-  preference  the  principal  factors  of  quality  you  look  for  in 
buying  citrus  juices.  

3.  What  proportion  of  the  canned  citrus  juices  you  purchased  during  the  1946-47 
season  was  packed  under:    (l)  buyer's  labels?  (2)  packer's  labels?  %. 

4.  Names  of  the  three  principal  brands  purchased  in  1946-47  would  be  appreciated 

if  you  can  readily  supply  them:     (l)  (2)  

(3)  . 

5.  Check  your  juice  purchasing  methods:     (1)  Packer's  Sample  ;  (2)  U.S.  Grade  ; 

(3)  Packer's  Sample  and  U.S.  Grade  ;    (4)  Packer's  Grade  ;    (5)  Buyer's 

Specification  ;    (6)  Other  .     (?)  Which  method  do  you  most  frequently 

use?  

6.  In  your  purchasing,  have  you  favored  products  processed  in  plamts  having  U.S.D.A. 
Continuous  Inspection?     (Continuous  Government  inspection  at  the  packer's  plant 

as  differentiated  from  Government  inspection  of  samples)     Yes  ;  No  . 

Explain  

7.  What  can  size  moves  best  for:    (l)  Grapefruit   (2)  Orange  

(3)  Blend  (4)  Lemon  (5)  Tangerine  

8.  Do  you  purchase  citrus  juice  concentrates?    Yes  ;  No  If  so,  indicate 

approximate  quantities   (and  units)  purchased  in  1946-47  from: 


CANNED  CONCENTRATE  OR  BASE 

FROZEN  CONCENTRATE 

FLORIDA 

TEXAS 

CAL.-ARIZ. 

FLOR 1  DA 

TEXAS 

CAL.-ARIZ. 

GRAPEFRU IT.  .  . 

9.       Do  you  purchase  any  frozen  single  strength  citrus  juices?  Yes  ;  No  If 

so,  indicate  kind,  quantity,    (also  units) ,  and  the  State  (s)  from  which  pur- 
chased in  1946-47.  

10.  How  can  the  markets  be  expanded  for  citrus  juices?     (Use  reverse  side  or 
separate  sheet  for  reply. ) 

11.  Give  us  your  ideas  for  increasing  efficiency  in  distribution  of  citrus  juices 
(use  reverse  side  or  separate  sheet  for  reply.  ) 

Firm  name   Address  

Your  name  Title  

Do  you  wish  us  to  mail  you  a  summary  of  the  reports  received?    Yes  ;  No  


BUDGET  BUREAU 

NO.  ito-nTitg 

APPROVAL  EXPIRES 
DECEMBER  31,  19'*7 
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